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Plans for the Pittsburgh convention program have proceeded 
far enough to be able to promise speakers of unusual note. Presi- 
dent Porter writes that Enoch Rauh, chairman of the Committee 
on Speakers, has secured for instance, Dr. John A. Brashear, whom 
Governor Brumbaugh named as one of Pennsylvania’s first citizens 
to represent the state at the Panama-Pacific Exposition, Dr. 
Brashear, as a matter of fact, being first choice. 


Credit Conditions in Louisiana Reported by Secretary 
Bartlette as Chairman of Committee of New 
Orleans Association, With Map 


Below is presented an outline map of the state of Louisiana 
with a distribution of its products, as nearly as is possible. The 
various productions of the state, of course, come from other centers 
than those marked, but the headquarters of each is indicated. Sugar 
and rice are about the only articles that are confined to certain 
localities. The following table indicates the condition of the various 
productions, “1” representing excellent; “2,” good, and “3,” poor: 

Oil k Sugar 
Truck Farming 2 Cotton 
Salt 1 Rice 
Stock Raising 1 Lumber 
Citrus . I Corn 

Naval Stores Sulphur 

Collections generally throughout the state are good. All crops, 
except the citrus crop, are in fair condition. Money is plentiful, 
the bankers declaring that they find difficulty in using their idle 
funds. If the Government at Washington accedes to the demands 
of Louisiana regarding sugar, the state will do wonderfully well 
this year in that crop. 

Below aré given the productions of the state for the year 1914, 
the last reliable figures obtainable: 


Sweet Potatoes. 3,285,000.00 
Lumber 15,853,000.00 
Corn 28,950,000.00 16,500,000.00 
Oats 1,014,000.00 Milch Cows .... 9,648,000.00 

1,630,000.00 Other Cattle ... 7,347,000.00 


Strawberries ... 
T. J. BARTLETTE, 
Williams, Richardson & Co., Ltd. 
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Map of Louisiana. 
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The Professor Lectures on a Phase in Credit Granting 
Lecture VII 


Young Gentlemen: 


Our class on credits is now assembled for its seventh session. 
We have for clinical study a specimen of credit work that is of the 
greatest interest, an ailment of frequent occurrence, and one that is 
responsible for much of the credit mortality. 

The credit man under our scrutiny is in this predicament: A 
new buyer orders from his house a small line of goods, the total 
being not more than five or six hundreds of dollars. The houses to 
which references were made reported the buyer’s account as a gen- 
eral thing slow, and in several instances the reports were that it was 
entirely unsatisfactory. The credit man asked for a financial state- 
ment, and it came without any hesitancy. These are the main 
figures of the statement : 

ASSETS. 
Merchandise inventoried January I, 1916 
Accounts receivable 
Cash in bank 


' Total assets 
LIABILITIES. 
Owing for merchandise, not due 
Owing for merchandise, past due 
Owing bank for borrowed money 


Total liabilities $10,050.00 


The difference between the quick assets and the quick liabilities 
shows a wide margin, and despite the slowness of the buyer’s pay- 
ments generally, our credit man decided to take the risk. Before 
the maturity of the account bankruptcy had occurred. 

Naturally, the credit man jumped to the conclusion that the 
statement misrepresented the true state of affairs, and that he was 
the victim of a deliberate fraud. Such conclusions are quickly 
reached by the credit man who desires to throw off all responsi- 
bility for a bad credit given. 

Let us go into the case. The financial statement showed that 
the average annual sale of the buyer was $27,500.00. Now, if the 


_ credit man had divided the merchandise and the total annual sale, 


he would have reached this conclusion: Any merchant not turning 
the stock over more than once a year must either be buying injudi- 
ciously or has accumulated a great deal of unsalable and unseasona- 
ble merchandise. On a forced sale, the merchandise of such a mer- 
chant can be divided by four. 

Also, a comparison of the accounts receivable with the cash on 
hand and the accounts and notes payable would have shown the 
credit man that this merchant was converting too much merchandise 
into the sort of accounts receivable that were difficult to collect 
or on longer terms than his resources would permit, or that he 
was not charging off uncollectible debts. Accounts of this charac- 
ter, in time of failure, would not realize more than 30 per cent. of 
their face amount. 
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So you see, young gentlemen, that a proper division of the 
merchandise and accounts receivable items would have brought them 
below the liabilities of the merchant, and showed that he was un- 
questionably insolvent. Furthermore, having but $475 in bank, 
with the past due indebtedness of $1,200, a bank indebtedness of 
$5,000.00, and other amounts maturing from day to day, would 
show that he must be not only chronically slow, but conduct- 
ing his business so that an improvement was very difficult or im- 
possible. It could not be thought that such a merchant was solvent 
or desirable. 

The statement may not have been intentionally misrepresenta- 
tive. It came from a source characterized by inefficiency and ignor- 
ance, but the keen mind of an alert credit man would have jumped on 
the weak spots at once, torn the statement to pieces, and said to the 
merchant on a showdown, “you are insolvent, and I cannot deliver 
merchandise to insolvent merchants.” 

Now you see what happened to our credit man. He did not 
burrow beneath the surface, but accepted the statement on its face. 
That was just as great a mistake as often happens when picking 
the winner of a running race. It is not the horse that has the fire 
and looks at the start that may be the winner, but the one who 
keeps his strength for the final spurt. 

A pick and hammer is a good instrument for the credit man 
to wield when he goes at a financial statement, with which to chip 
away the surrounding rock and find how rich the seams may be. 

We believe our credit man will have learned his lesson, and as 
others may learn it, we may save debtors and ourselves from inevit- 
able loss. 


Conference of the Credit Men’s Associations of Illinois 


The Illinois Association of Credit Men held a conference March 
21st at Hotel La Salle, with delegates in attendance from Bloom- 
ington, Decatur, Galva, Joliet, Peoria, Rockford, Springfield and 
also Mishawaka, Ind., besides those from the Chicago association. 
The meeting was presided over by S. J. Whitlock, a director of the 
National Association. 

The conference was productive of addresses which are distinct 
acquisitions to the literature of credit. An address of great interest 
was that of S. J. Whitlock, whose subject was, “The Necessity of 
Education Upon the Principles and Practices of Credits, and the 
Extent to Which This has Been Neglected Expansively in the Past.” 

C. E. Landstrom, of Rockford, led a discussion on the subject, 
“Assembling of Ideas on Credit Risks; the Special Kinds of Infor- 
mation and Their Relative Value.” F. H. McAdow’s able paper on 
“The Bankruptcy Law,” in which he urged its retention, but also 
its amendment, was productive of a general discussion. O. B. 
McGlasson, formerly president of the National Wholesale Grocers’ 
Association, made a demand for the repeal of the law. 

A most interesting address was given also by Dean L. C. Mar- 
shall on, “The Value of Specialized Training for Business.” He 
showed what the University of Chicago is endeavoring to do in 
training men especially for business proficiency. An address of 
very practical interest was that of A. M. Mecklenburg on, “Methods 
of Handling Delinquent but Collectible Accounts.” Mr. Mecklen- 
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burg brought out in a very concise way the relationship there must 
be between the collection department and the debtor. E. W. McCul- 
lough, of the Chicage association, spoke on, “How the Bad Debt 
Waste has Been Reduced and can Continue to be Reduced by Sincere 
Co-operation Among Credit Grantors,” and A. J. Murray, of Deca- 
tur, spoke on, “The Need of Suppressing Commercial Fraud by 
Proper Investigation and Prosecution.” 

The meeting was closed by an eloquent and impressive address 
made by C. F. Hoerr, president of the Chicago association, on, “The 
Effect of a Successful Credit Men’s Association Upon the Com- 
mercial Prosperity of a City.” After hearing Mr. Hoerr’s address, 
no one could doubt that a credit men’s association is essential in 
the commercial organism of every important city. 


Three Distinct Complaints Against American Exporters 


A commercial agent of the United States formulates three dis- 
tinct complaints, which he hears most frequently against American 
manufacturers. The first is that old complaint regarding insuffi- 
cient postage on letters, a practice which persists in spite of the 
plan of the post office to return letters to the firms despatching 
them when they do not have sufficient postage. 

He tells of being in the office of a large importer when his 
mail from the United States arrived. Of the fourteen letters which 
it brought, ten had only two-cent stamps, one had no stamps at all, 
and only three had sufficient postage. Several of the letters were 
from large firms that had been engaged in the export trade for 
years. The importer told the consular agent that this sort of thing 
happened with every mail, and was the cause of considerable an- 
noyance. He said that the fact that it was due to the carelessness 
of a clerk was no excuse, that concerns that did not take the pains 
to see that their letters to foreign countries carry sufficient postage 
were not of the sort with which he would care to do business. 

The second complaint was based on improperly addressed let- 
ters. One letter which the importer referred to had four addresses 
on it, namely: Soerabaia, Amsterdam, Batavia and Padang, at all 
of which places he had offices, and therefore the names appeared 
on his letterhead: If, as the commercial agent says, an American 
manufacturer received a letter from a foreign firm addressed Chi- 
cago, New York, San Francisco, Buenos Aires, he would probably 
conclude that the writer either was crazy or that his ignorance was 
so great that it would be out of the question to open up business 
relations with him. 

The third complaint was insufficiency of information. An ex- 
ample is that of a large importer who wrote to an American firm 
regarding sulphate of ammonia. In reply, a price was quoted on 
one quality, with the statement that other qualities could be sup- 
plied and the price would be quoted if desired, just as if the in- 
quiry had come from an over-night point instead of half way round 
the globe. Upon receipt of the letter the importer cabled imme- 
diately to the firm, asking for prices on one of the qualities which 
had not been given, and adding that he could book a large order. 
The American concern did not condescend to cable a reply, and so 
the importer wrote a letter. The only reply vouchsafed by the 





342 CREDIT MEN’S BULLETIN 


American firm was made by letter to the effect that it was not pre- 
pared to take the business. 

Another incident was told of a complaint of a cotton goods 
importer. A New York exporter wrote the foreign merchant, ex- 
pressing interest in his market, and requesting that a collection of 
samples be made which would show the kinds of goods in demand, 
and which would form a basis of a collection of counter-samples 
that the New York importer promised to submit. 

It was no easy matter to prepare a collection of cotton goods 
samples, ticketing them and giving necessary specifications, but the 
foreign house carried out the request, the head of the firm giving 
particular attention to the matter. The New York exporter did not 
even acknowledge their receipt, and no further communication has 
ever been received. The next request for samples from an Ameri- 
can firm is not likely to be granted. 

Such incidents, says the commercial agent, are great obsta- 
cles to the development of trade than Americans realize, yet are 
causes of dissatisfaction which can easily be removed. Americans 
can get a foothold for their products if they will persist in using 
ordinary business courtesy. 


Make Clear Your Standing to Foreign Buyer 


George E. Anderson, Consul-General of the United State at 
Hong Kong, China, lays emphasis in recent advices to the Depart- 
ment of Commerce on the fact that American firms almost univer- 
sally fail to appreciate that the standing of the seller has nearly as 
much to do with the facility of obtaining credits as has the rating 
of the buyer. 

Many a house attempting to secure foreign connections does 
not realize the necessity of establishing its own financial and busi- 
ness standing before it can consistently make a substantial foreign 
reputation. They forget the fact that, because they are so well 
known in their own city and local trade territory, their reputation 
has not circled the globe and reached the far east. And they also 
forget that foreign houses have had sufficient experience to know 
that they cannot afford to tie themselves up even temporarily or 
tentatively with firms concerning which they know little. In at- 
tempting to make connections in distant places, American houses 
would do well to state immediately to the consul, representative, 
bank or agency in the general locality where representation is sought, 
what their business standing is, and give such further facts as will 
otherwise make it possible for correspondents to learn the nature 
and extent of their business. “Where,” Mr. Anderson says, “an 
American firm is well known to the bankers in the foreign market 
where representation is sought, as a concern of high financial stand- 
ing and one that fills orders carefully and ships according to agree- 
ment, a credit for goods purchased from that.company is readily 
arranged, and the minimum commission is charged; but where the 
buying firm in the foreign parts is of mediocre standing, and the 
selling firm in the United States comparatively unknown, credits 
are arranged with much difficulty and at a higher rate of com- 
mission.” 
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A Message from Chairman of Foreign Credits Committee 


It is the hope of Chairman A. H. Boette, of the Foreign Credits 
Committee of the National Association, that merchants and manu- 
facturers, members of the Association, who have had experience in 
foreign credits, will put some of this experience at the service of 
their fellows, through the National Association of Credit Men, 
with a view to forwarding the movement for a larger foreign trade. 
The committee desires to be the medium through which its ambi- 
tion—“Greater knowledge of foreign credits, greater and safer 
foreign trade”—shall be realized. 

Mr. Boette’s committee has worked hard to bring about com- 
mittees on foreign credits at each local association center. It now 
has twenty-five auxiliary committees organized in as many cities. 
These committees will co-operate with the national committee in 
distributing information upon credits in Latin American and other 
foreign countries. Particularly it is asked that credit grantors notify 
the National Association of foreign connections which have been 
found, for any reason, unsatisfactory. 


An Association That is Serving Well 


If San Antonio were a larger market, the activities of the 
Credit Men’s Association in that city, under the direction of its 
capable manager, H. A. Hirshberg, would be attracting much at- 
tention; for the association is performing service of a very high 
order. During the fourteen months ending March 1, 1916, it 
checked out in the form of dividends to creditors on estates entirely 
handled by the adjustment bureau, $71,757.11, the gross receipts 
from the adjustments being but $2,168.00 in excess of that figure, 
which means that 3 per cent. represents the deductions of the San 
Antonio office for adjustment fees and all incidental expenses. 

Mr. Hirshberg reports that the adjustment bureau has been 
much more active of late than at any previous time in its history, 
handling more cases, and cases involving more money and more 
problems than at any previous time. 

But the association’s activities have not been alone in adjust- 
ments, for remarkably good work has been done in credit inter- 
change service. During the year over three thousand inquiries for 
ledger information on customers in the San Antonio trade territory 
have been answered, copies of the reports being furnished, not only 
to inquiring members, but to all reporting any experience with the 
particular debtor, which means that twenty copies have been fur- 
nished on each report, or sixty thousand reports for the year. 

For the splendid achievements of the association, Manager 
Hirshberg declares that to his office is due the smallest part of the 
credit, that it is the co-operation of the members in bringing delin- 
quent accounts to the attention of the office, in suggesting proper 
plans of adjustment, and in helping to bring for the assets the high- 
est possible figure, that has brought about these excellent results. 
He urges that adjustments be brought to the bureau in the earlier 
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stages of a debtor’s commercial infirmity, and the creditors do even 
better than in the past in attending creditor’s meetings and helping 
to direct the course of adjustments. 

Quite a different form of activity, Mr. Hirshberg found, has 
had to do with exemptions under the bankruptcy law, it having been 
definitely determined in the San Antonio jurisdiction that store 
fixtures are not exempt as tools of trade; a point on which there 
had been considerable difference of opinion heretofore. 


The Cleveland Association of Credit Men has accepted with 
much regret the resignation of its secretary, I. K. Schnaitter, who 
has accepted a position with the Willard Storage Battery Company, 
of which he is now credit manager. Mr. Schnaitter did well for 
the Cleveland association during his term of service ; was thoroughly 
loyal to its best interests, and met the many problems that arise 
day by day in such an association with tact and good judgment. 
The task of replacing him will not be an easy one. 


The Milwaukee association is studying into the various methods 
being pursued by local associations of credit men to advance credit 
education. Alexander Wall, of the First National Bank, is deeply 
interested in this subject, and desires to get the benefit of the con- 
clusions of all who have taken active part in this line of work, 
whether it be in conjunction with the Y. M. C. A. or local collegiate 
institutions. Let as many as can assist Mr. Wall in his studies do 
so by addressing him in care of the bank. 
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The Successful Bidder.—"What did I forget?? 


an Cuknown Artis 


By Courtesy of Engineering Contractor 





“Making bu “Turning 
Him . Him | 
Pay” Down” 


Price, $2.00 Price, $2.00 


APP the practical ideas and suggestions of these 
two books to your own methods, and you will 


employ credit and collection correspondence that will bring you 
highest possible returns. 


“MAKING HIM PAY” will help you to educate your delin- 
quents to be prompt payers—it comprises 460 forceful, persuasive, 
practical collection letters, with 43 chapters of detailed explanation, 
comprehensively indexed so that any suggestion or letter is readily 
accessible. 

“TURNING HIM DOWN?” explains every conceivable 
phase of the delicate correspondence which declines to fill an order 
on regular terms yet secures payment or satisfactory security prior to 
its shipment—the letters and suggestions in “Turning Him Down” 
will accomplish this without irritating your prospective customers. 

These two books will keep doubtful accounts from your ledgers 
—will help you to collect from delinquents who heretofore have 
tried your patience to the limit, possibly with attorneys’ fee to be 
paid in the end. 


But see for yourself—send for one or both books, today. Your money back if 
you want it. 


Consolidated Publishing Co., _—P. O. Box 1000, St. Louis, Mo. 


























No. 1—Outside Before Folding 


A Property Statement That Carries Positive Pr 
' of Transmission Through United States Mz 


REDIT men who attended the Salt Lake City convention will rem 

ber the very interesting report of the Committee on Credit Dep 

ment Methods delivered by W. M. Bonham, chairman. He stated 

financial statements had been the subject of much discussion dw 
the year, and spoke as follows: 

“After careful thought and recognizing the economy and 
value of statements showing upon their face that they have 
been transmitted through the mails, your committee adopted a 
self-addressed property statement form with a series of ques- 
tions covering the pertinent practices and conditions of a mer- 
cantile enterprise which should become very popular. Your 
committee earnestly recommends that this form be used by the 
members whenever it is adaptable to their credit departments.” 

In line with this suggestion we show three illustrations of this s 
addressed Property Statement Form, Cut No. 1 showing the address side 
the blank folding with two side flaps, and the top flap which has a gum 
edge for sealing, also the space provided for the list of firms from whom go 
are bought. Cut No. 2 shows the opposite side of the blank which contains 
complete Property Statement. Cut No. 3 shows the blank after being fold 
sealed and mailed. 

Readers of the “Bulletin” will recall the account published several mot 
ago of the time, trouble and expense incurred by Endicott, Johnson &| 
in successfully prosecuting the maker of a fraudulent statement. 1 
were obliged to retain and identify the envelope in which this statement 
received, and have as witnesses the persons who received and opened it. 
required their attendance at court in a different city at two trials. 
property statement had been self-addressed, thereby showing the ‘act of mi 
ing, this debtor could have been successfully prosecuted without the 
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Sateen See 
No. 2—Inside Before Folding 


Pre of all this time and money, and needless to say, Endicott, Johnson & Co. 
“Menow using the Association’s self-addressed Property Statement Blanks. 
AMUSE National office keeps these Property Statement Env-O-Blanks (as they are 
d) on hand ready to be imprinted with the name of the house orderin 

| De i, furnishing them to Association members at the following prices, whic 
_’Cuficient to cover their cost when bought in large quantities. 








— Members are urged to adopt them, as it is almost impossible otherwise to 
n Cire proof of mailing of fraudulent statements. 
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n & No. 3—Completely Folded and Sealed As Received by Creditor 
i 1000 - - $11.00 250 - - $4.25 

it. 500 - - 6.25 100 - - 2.75 


If t 
of National Association of Credit Men 
41 Park Row, New York City : 


“‘The Largest Fire Insurance Company in America.” 
ELBRIDGE G. SNOW, President 


Merchandise Insurance 


PEN policies on parcels of merchandise 

deposited in the mails, either as unregis- 

tered or as registered mail matter, are 

for protecting manufacturers, merchants and 

others against loss from any cause whatso- 

ever, including Fire, Theft, Breakage, Rifling, 

Wetting, Damage, Injury, etc., from the time 

of deposit in the Post Office for mailing until the delivery 

thereof to the addressee at any Post Office within the United 

States, including the Canal Zone, Hawaii, Philippines, Porto 
Rico and Alaska. 

The “open” Policies issued by THE HOME INSURANCE 
COMPANY OF NEW YORK are accompanied by books of 
coupons, or insurance certificates, of convenient size, which 
coupons or certificates are placed in the parcels with the goods, 


or in letters with invoices, thereby effecting the necessary 
insurance cover. 


ALL BRANCHES OF FIRE INSURANCE 


This card is offered by the Association at cost price: $2.50 
per thousand or, in lots of five hundred, $1.50, carriage 


collect. Size, 54% x 84%, to fit ordinary business envelope. 
Order as “Correspondence Card” 


National Association of Credit Men 
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Demanded by those 
who know machine 
merit 


Most popular with 

largest corporations 

and all Champion 
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**The Machine You Will Eventually Buy’’ 





Let us send you sample sheets of our PE. a 
“Perry Triplicate Telegram 
Blanks” 


For Pencil Use For Typewriter Use wring Mid. & Fdry.Co 

Wheeling, West Va. 

2500 Messages 

Timkin Roller Bearing Co. 

Canton, ©.-2500 Messaces 

Hinde & Oped Paper Co. 

©) Copy for Record Sandusky. O- Messages 
i igo eS ee Pasi Fe Houk Mfg. Co. 

3 COPIES Buffalo, N. 7 
1 WRITING t 2500 Messages 
1 CARBON SHEET wma omen) Exie City Iron Works 
These blanks furnish a system whereby you are able to:— Erie, Pa. - 1200 Messages 


Write your message for the telegraph company 
Make a second copy for your office record 
Make a third copy to mail your correspondent 
and make all three copies at one writing with but one carbon. 
This saves copying your messages in a letter book and writing a 
special letter of confirmation, saving time and money, avoiding errors 


and disputes. Let us send you samples of typewriter and il 
blanks. They are free. on tt 


PERRY BOOK & BINDERY COMPANY 
CENTRAL BUILDING = FOND DU LAC, WIS. 


AND SEVERAL 
HUNDRED OTHERS 


cANNOUNCEMENT 


Because of the advance in the cost of materials, we 
have been compelled to establish a new schedule of 
prices for the Association’s Standard Blanks, as follows: 


Trade Inquiry Form 
500, $4.25 1,000, $6.50 


Property Statements 
ENVELOPE FORM REGULAR FORMS 
1,000 . . $11.00 = os 
0... 625 oe 
a90° 3. 4.25 a: 
90... #4~=2.95 ee 1.65 


All prices include imprint of name and address of purchaser 


Samples upon application to: 


National Association of Credit Men 
41 Park Row, New York, N. Y. 





HE stand of the National Association of Credit Men 
with reference to the interpretation of the cash dis- 
count has been made clear in convention and the 
organ of the Association—the Bulletin. 


To further the general acceptance of the discount in its 
simple form, a card has been issued by the general use of 
which it is hoped that more exact thinking will prevail on 
this subject and that this will lead to greater fairness 
between buyer and seller. 


Members may secure this card 


$1.50 in lots of 500 
$2.50 in lots of 1,000 


NATIONAL ASSOCIATION OF CREDIT MEN 
41 PARK ROW, NEW YORK, N. Y. 





| Learn the Secrets of 


Successful Collecting 


—learn how the big Collection Managers get 
the money from all debtors, from every kind 
of debtor—from slow pays, from hard ups, 
from dead beats—without creating bad will 
—without heavy legal fees. Here is a book 
that lays it all before you—86,688 words 
from the pen of an expert, R. J. Cassell— 
261 pages packed with the plans, the ideas, 
the methods that have won for the coun- 
try’s keenest Collection Managers. Here, 
in— 


“The Art of Collecting” 


—are hundreds of clever kinks and schemes that have collected thou- 
sands of dollars, every one clearly, simply, graph ally explained. Here, 


too, are nearly 100 MODEL LETTER 


ic 
THAT WORKED, letters you 


can use word for word, letters for every kind of account— 


It Gets the Money 


“Paid for itself in 
less than 10 days 
study. Customers not 
offended.”—C. C. De 
Groff, Pierson Hard- 
ware Co., Pittsfield, 
Mass. 


x * * 


“One idea secured 
is worth the purchase 
price to me.”—A. B. 
Gary, Winnipeg, Can. 


x * * 


“Any merchant will 
find it worth a hun- 
dred times the price.” 
—Clinton Drug Co., 
Clinton, Texas. 


x * * 


“We need it eve 
hour.” —A. E. ; 
Lawless, Seneca Falls, 
E> 


aN. 


* * * 


“A valuable asset to 
any collection § man- 
ager.”—J. A. om 
ton, Presto-Lite Co., 
Indianapolis, Ind. 


es « 


Used in collection 
departments of Inter- 
rational Harvester 
Co., American Coal 
Co., Sears, Roebuck 
& Co., Seward Trunk 
& Bag Co., American 
Wall Paper Co., Stan: 
dard Rivet Co., Ply- 
mouth Cordage Co., 


Armstrong Cork .Co., ! 


etc., etc. 


—for instalment accounts; —for dealer accounts; 

—for mail-order accounts; —for corporation accounts; 
—for petty accounts; —for good customereccounts; 
—for large accounts; —for lawyers’ accounts; 

—for city accounts; —for physicians’ accounts; 
—for outside accounts; —for dead beat accounts. 
And you are given not only these scores of tested 
letters, but are given 20 unusual collection methods 
—20 unique, special schemes—that are wonderful re- 
sult-getters. esides this, you are shown the best 
systems, forms, record blanks and routine methods 
to make your collection department work with 
clock-like precision. And added to this is page after 
page of inside collection cunning—How to study, 
size-up, classify debtors—How to handle the grouchy, 
the thoughtless, the mean, the stubborn debtor— 
How to choose and train the personal collector— 
How to get correct credit and collection informa- 
tion—How to manage the legal ins and outs of col- 
lection—How, in short, to solve every collection 
problem that now baffles you. And on top of all 
this—besides Cassell’s hundreds of ideas and meth- 
ods—is an additional appendix of four valuable 
papers by four of the biggest Collection Managers 
in the country. 


HOW TO GET THIS BOOK 


Whether you are a Collection Manager, a business 
man, or an ambitious office man, “The Art of Col- 
lecting” will pay for itself many times over. Hun- 
dreds of men have found one fetter, one idea, one 
method, worth twenty times the price and more. 
But send no money. We will send the book to any 


responsible man to o- for himself before he pays 


a cent for it. Simply fill out the coupon and mail it. 
Examine the book five days. Then send us the 
price, $2.00, or return the book, just as you decide. 
23 Vesey Street, New York City. 
Gentlemen :—Send me for inati i n 
{xenon d me e free, fal examination the successful collecting manual, 


Collecting,” by R. e - 
five days, orsend you the purchase price, $2.00." to either return the book within 





